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10,000 


REPRESENTATIVE DEALERS 
WANTED AT ONCE! 


TO INTRODUCE AND SUPPLY TO 
THE WOMEN OF AMERICA OUR 


a 


oe 


The most extraordinary silk stocking since full fashioning 
was invented. 


One Twenty Five is not full fashioned, but One Twenty 
Five is shaped in the knitting to the curves of the leg (not 
boarded) with perfect narrowing from top to toe, the texture 
at the ankle being precisely the same as at the calf. “One 
Twenty Five” is made of double cracked pure thread silk 
with reinforced feet and tops. 


“One Twenty Five’’ is guaran- 
teed absolutely RUN PROOF. 


We will not confine it, but the dealer 
who stocks it first will be hard to 
overtake. His new volume will 
“Qne Twenty Five’’ costs $10.50 start immediately. 


and sells for one twenty five. 


ALL WANTED SHADES 
FOR STREET AND 
EVENING WEAR 


“Qne Twenty Five’’ is put upin 
one of the most beautiful packings 
ever conceived for hosiery. 


“Qne Twenty Five” is NEW, 
amazingly attractive and is not 
comparable with any other stock- 
ing on the market. 


") WIRE FOR SAMPLE ORDERS 
TODAY 


NOTE—Salesmen being considered for every territory in the Union 


RAY-MOND HOSIERY CO. 


138 Fifth Avenue - - New York City 
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Priced Amazingly Low— 
“Pocahontas’”’ Brings “‘Repeats”’ 


Thousands of women have discovered 
their money buys more in silken beauty, 
long wear and perfect fitting qualities 
when it purchases style “Pocahontas” — 
in the Arrowhead line. 


Striking advertising in the leading maga- 
zines is telling an ever increasing number 
of your customers the advantages of 
Arrowhead Hosiery. The whole line— 
which includes pure silk, fibre silk, mer- 
cerized, cotton and worsted stockings for 
Women, Men and Children—will sell 
rapidly for you. 


Send your orders at once—they will be 
filled promptly. 


“Pocahontas.” Twelve strand pure Japan silk, 
twenty-one inch boot, elastic, mercerized top, 
double sole, high spliced heel, reinforced toe, 
seamed back with fashion marks in ankle, un- 
usually fine gauge. Made for beauty and service. 
Colors: Black, White, Cordovan, Navy, Pearl, 
Tan, Beige, Fog, Cinnamon, Rembrandt, Log- 
Cabin, Coating and Congo. Sizes eight to ten 
and one-half. Three!pairs to the box. 


Ricumonp Hosiery Mitts, Ine. 
Established 1896 
CHATTANOOGA 


Arrowhea 


Ankle-Clinging 


HOSIERY 


For all the Family 


TENNESSEE 
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LOOKING THRU— 


it is interesting to note the growth of many | 
ty—to 


the haze of the past half century, 
stores—that but yesterday supplied the limited wants of a small communit 


Nationally-known retail institutions, looked up to as leaders and who serve the 


needs of thousands of customers. 
Looking through the Hosiery Se 
Modern Merchandising Methods and the atmosph 


type “IRON CLAD” Hosiery has been sold continually almost sini 
fect satisfaction and proving a constant source 


ction of these Institutions, today, you will note 

ere of Success. In many stores of this 
ce the first day their 
doors were opened—giving per of profit. 


IRON CLAD No. 803 
A Fine Silk Hose with an 8-Inch Extra Elastic Top 


This style is of pure thread silk plaited over artificial Silk and NOT TWISTED, which assures all 
beauty and sheen of the pure silk will show unalloyed. 
It has an 8-inch extra elastic-mercerized lisle top, fashion marks, four-ply heel and toe, also 
silk splicing in the high spliced heel and a double sole. Priced at $8.50 a dozen. 

$8.50 No. 803 CB Cordovan Brown, ....----++~ 


No. 803 Black. 
No. 803 W White... -..-0.seeee ere eerente 8.50 No. 803 G Gray......-.eeeeeeen serene 


COOPER, WELLS & CO. 
250 Broad Street. St. Joseph, Mich. 


eee 


i ‘ | J 5 
OOPER W ELILS &Co, | ‘4 
ST.JOSEPH. MICHIGAN 
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IN BOYLSTON STREET 


‘THAYER 
McNEIL 


COMPANY 


A name to conjure with in NewEngland is Thayer 
McNeil’s. And Mr. H. F. McNeil, Treasurer, 
writes: “The little gold stamp Made Expressly 
for Thayer McNeil Company by McCallum on 
the toe of some of our stockings has allied two 
responsible names in the confidence of our cus- 
tomers and has sold good hosiery.” 


McCatitum Hosrery Company, NortTHamptTon, Mass. 
New York . Philadelphia - Boston . Chicago 


“You Just Know | AM Callum She Wears Them” 


\_ Silk Hosiery 


Z“ 


McCallum 


SiiiciUalhicy 
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BicGER Prorits ON FEWER LINES 


Why shoulder the overhead on six brands when 
one or two will meet all demands? 


thus making a bigger overhead and a slower turnover 
on each line and making it impossible to devote ade- 
quate thought or sales work to any particular line. 


One certain very prosperous store limits its hosiery depart- 
ment to two well-known lines. This cuts their overhead, speeds 
turnover and increases profits, and, most important of all, enables 
them to feature one make aggressively all the time and devote 
all of their sales work to selling that one make. Consequently, 
their sales are bigger in volume now than they were on all six of 
the lines they formerly handled, and lessened overhead gives 
them a bigger margin of profit. 

Their featured line is Corticelli Silk Hosiery. It offers you the 
same money-making sales opportunity it is proving to be for 
them and for other prosperous shops. Why is it a good prop- 
osition for you? 

Because Corticelli offers you a range of prices, styles and 
colors to meet every taste. You do not need to carry any other 
line. Because your customers know the high quality of all Corti- 
celli Silks, are familiar with the Corticelli Kitten This saves 
you sales work, brings faster sales and bigger turnover. Because 
you have the sales backing of Corticelli’s powerful national ad- 
vertising linked with strong local advertising and sales helps. 
Because the celebrated house of Corticelli stands back of it, and 
because you can honestly recommend it to your best customers, 
knowing they will be pleased. 

Drop a line now to our office nearest to you for further details 
or a stock of our leading numbers. 

The Corticelli Silk Company, Sales branches :—136 Madison 
Ave., New York; 373 West Adams St., Chicago; 1314 Washing- 
ton Ave., St. Louis; Sixth & Sycamore Sts., Cincinnati; 68 
Essex St., Boston; 11 West Redwood, Baltimore; 1027 Arch St., 
Philadelphia; Fourth & Jackson Sts., St. Paul; 278 Post St., 
San Francisco. Mills:—Florence, Leeds and Haydenville, Mass., 
New London and Norwich, Conn. 


WE stores today are handling too many lines of hosiery, 


Fine, medium weight 2 
stockings to match every fy 
costume, No. 320 black, 
324 colors. 


The extra sheer chif- 
fon stocking for formal 
occasions, in black 
No. 307, in all desir- 
able colors No. 308. 


A big seller is Corticelli Style 347, a 
beautiful fine gauge stocking to retail 
at two dollars. To be had in all the 
stylish colors including Log Cabin, 
Mandalay, Paris Cinnamon, Deer, 
Nude, Beige, African, etc. Styles 309 
black, and 310 colors, are splendid 
medium weight stockings, justly popu- 
lar. Lightweight styles are 302 black, 
and 304 colors 


onteetip 


FINE SILK 


HOSIERY 


To The Corticelli Company 


Please send further details on Corticelli Silk Hosiery. :.....-----+-+--+-- 
Please have your salesman call at the first opportunity. ....-..---+++++++ 
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ight Colors in Hosiery Show Decided 
Increase in Popularity 


Spring Shades Now in the Making with Tendency Among Some 
Manufacturers to be Guided by Shoe Colors 


OSIERY colors for late win- 
ter and early spring are not 
set with the same definite- 

ness as in shoes. There is nothing in 
the hosiery industry corresponding 
to the so-called Joint Styles Com- 
mittee of the shoe industry. Hosiery 
manufacturers, of course, get around 
sooner or later to a fairly general 
agreement on hosiery styles and 
colors, but they reach this inde- 
pendently. Different manufacturers 
have different ways of sizing up the 
color trend, Some of them are guided 
largely by the advance coler indi- 
cations of the leather and fabrics 
people. Some wait to find out 
from shoe and fabric manufacturers 
the trend of consumer demand in 
these lines. And some allow them- 
selves to be guided chiefly by the 
trend of consumer demand in 
hosiery. To a large extent consumer 
demand must be a determining 
factor because colors in hosiery and 
in shoes or fabrics do not always 
coincide. For example, dark brown 
suede or black patent leather may be 
favored in shoes, and tan or green 
or navy favored in fabrics, while the 


favored hosiery colors might be 
nude or beige. 

Consequently although the color 
trend inshoesand fabrics forlate win- 
terandearly springis fairly indicated, 
the same is not true of thecolortrend 
in hosiery. Of course, one influences 
the other naturally, because hosiery 
colors must harmonize with shoe 
and fabric colors, even if they do 
not match, Furthermore, there has 
been an increasing tendency for 
some time toward a matching of 
shoe and hosiery colors, and hosiery 
manufacturers seem to be taking the 
new shoe colors more closely into 
consideration. 


| fe appears to be the general con- 
sensus of opinion among hosiery 
manufacturers that the favored 
colors for late winter and early 
spring will be much the same as are 
favored now, with perhaps an in- 
creasing emphasis on browns to 
harmonize with the new brown 
colors in shoes. Already some manu- 
facturers are putting out some new 
brown shades on this order. For 
example, one firm has introduced 


three new colors on the brown order 
known as Sunset, Sahara and Acorn. 
The first is an orange brown with a 
slightly pinkish caste, the second is a 
golden dusty brown, while the latter 
is something on the order of log 
cabin. The first two would harmonize 
well with such new shoe colors as 
Bombay, Tanbark and Airedale, 
while the latter would harmonize 
pretty well with almost any brown. 


he browns as Log Cabin and 
Mandalay have been featured 
by a number of silk hosiery manu- 
facturers since early this fall. In 
fact the browns put out by silk 
hosiery manufacturers for the pres- 
ent fall season fit in pretty closely 
with the trend in shoe colors for late 
winter and early spring, as in- 
dicated by the Joint Styles Com- 
mittee of the shoe industry. They 
simply did not meet with as much 
favor as was expected. However, they 
are gaining in strength and are gen- 
erally counted upon to sell more 
freely as the season progresses. 

At present the most favored 
colors continue to be nude, blush, 
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peach, melon, skyn, and other tones 
on the same order, sold under var- 
ious names. Gunmetal and rose taupe 
are most in demand when the darker 
shades are wanted. Black is not very 
much in favor with women who wish 
to follow the mode, that is. For even- 
ing wear gold and silver are most in 
favor, although nude in various 
tones is also wanted. There is not 
much call for gray, and it is not ex- 
pected to develop to an important 
extent. Chiffon weights are still the 
thing. So are lace clocks. 

‘An interesting development of 
late has been the increasing popu- 
larity of light colors in the smaller 
towns. For some time past the con- 
ventional black, both in sheer and 
heavier numbers, has constituted 
most of the orders. But now the 
light shades which are in de- 
mand in the larger cities are also 
taking the lead in the smaller 
centers. 


NCIDENTALLY it may be good 

news to the hosiery dealer that 
fashionable women returning from 
Paris these days are wearing skirts 
ten or twelve inches from theground. 
The tailleur is regarded as the best 
bet for spring in the way of costumes 
and this looks smart only 
when the skirt is reasonably 
short. And it goes without 
saying that a reasonably 
short skirt is welcomed by 
the silk hosiery trade. 


Holiday Trim for 
Your Hosiery 
Department 


Within the «’ ve the hos- 
iery department should shine 
forth more prominently than 
usual’ during the holiday 
season. It should have plenty 
of bright decoration, a full 
display of gift hosiery, and 
everything possible to draw 
attention to it. A Christmas 
tree with colored electric 
lights and hung with Christ- 
mas hosiery is a suggestion 
for the hosiery department 
that might be valuable. It 
should not be forgotten that 
Christmas and Santa Claus 
have been for ages associated 


are various ways in which a 
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hosiery department could play up 
this association. During the weeks 
preceding Christmas, also, hosiery 
should be displayed more generally 
throughout the store than is usual 
at other times. 


Beat the Canvasser at His 
Own Game 


The hosiery canvassers were 
among the first to scent the op- 
portunity offered by the hoildays. 
Every year around holiday time 
they may be found working the 
billiard parlors, cigar stores, garages 
and various other places where men 
congregate, and every year 
they clean up a substantial amount 
of business among generous but 
puzzled males. There is no reason 
in the world why the shoe store 
with a hosiery department should 
not get a substantial share of this 
business. A shoe store has certain 
distinct advantages in this respect. 
For one thing a large number of men 
come into it to buy shoes during the 
weeks preceding Christmas, when 
they are wide open to suggestion on 


the subject of holiday gifts. And 


A Timely Display 


; Display of Royal Scot Golf Hose Arranged by Perley F. Amidon 
with stockings, and there jy she store of Charles H. Dudley, Inc., in Hanover, N. H., home products 


of Dartmouth College and a Winter Sport Center 
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then a shoe store doesn’t confuse a 
man’s mind by offering a wide 
variety of articles suitable for gift 
purposes. 

It can concentrate his attention 
on hosiery very easily. 


Are You Putting Hosiery 
in Your Windows? 


Windows should certainly be used 
to the fullest practicable extent for 
holiday hosiery display. It goes 
without saying, too, of course, that 
they should be decorated in an ap- 
propriate holiday manner. People 
do a tremendous amount of win- 
dow shopping around Christmas 
time, not only because they are 
looking for gift suggestions but be- 
cause there is something in the air 
of Christmas time which draws the 
attention of people to shop windows. 


Can’t Say Silk When 
It Isn’t 


An order of the Federal Trade 
Commission requires a Philadel- 
phia hosiery company to discon- 
tinue the use of the word 
“Silk” on labels or brands 
on hosiery sold by it unless 
such hosiery is made entirely 
of silk. 

The commission found 
that the company used the 
designations, “Silk,” “Special 
Silk,” ‘“Ladies’ Plated Silk 
Hose,” on hosiery sold by it, 
without disclosing the fact 
that the hosiery so branded 
was composed in part of 
other material not derived 
from the cocoon of the silk 
worm. 


The order further requires 
the concern when using the 
word silk in connection with 
a product made partly of 
silk to use words truthfully 
describing the other materials 
of which such hosiery is in 
part composed. 


The respondents’ acts, the 
findings state, deceive the 
purchasing public and are 
unfair to competitors who 
advertise and brand their 
accurately and 
tru thfully. 
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The three Montgomery men who joint- 
ly run Montgomery's Shoe Store in 
West Liberty, Iowa, have always had a 
booth at the annual county fair, but, 
as one of them puts it, “have never felt 
as though we got much out of it,” al- 


though they spent an average of one 

week and many dollars in fixing it up. 

This year, they got a hosiery demon- 

strator from Chicago and garbed her 
as shown in the picture. 


Not only was the demonstrator a good 
model but she was a good talker as well. 
Every once in a while, when the crowd 
was densest, she started her talk on the 
value to be had in the hosiery handled 
by the store she represented. The booth 
was advertised in newspapers, win- 
dows, and in letters, in advance of the 
fair opening. “Now there isn’t a per- 
son within 20 miles who doesn’t know 
us and what we handle,” comments a 
member of the firm. 


It’s Only December 1, Yet Here’s a Man Who Already 
Has Reaped an Xmas Harvest 


OSIERY, especially silk and 

lace, makes about as at- 

tractive and inexpensive a 
Christmas gift as one can give, and 
the dealer can well afford to make a 
special drive to get this sort of trade 
according to the Ferguson Shoe Com- 
pany, of Cleveland, Ohio. 

Mr. Ferguson has for some years 
been looking carefully after the 
holiday hosiery trade, and he has 
built up an extensive business in it. 
Of course he advertises in the papers 
but he also puts on a stunt in his 
show window in which hosiery is 
featured. These stunts are usually 
timed so as to start the demand for 
hosiery for Christmas presents. 

This year Mr. Ferguson obtained 
the services of two girls, to de- 
monstrate hosiery in his store and 
windows. One of the girls, Helen 
Keim, was dressed as a replica of 
Mary Pickford and as she did her 
stunts in the window, which was 
decorated with stockings of all col- 
ors and designs that Ferguson could 
gather together from all over the 
country, another girl demonstrated 
the wear and tear to which silk 
stockings can be subjected. This 
model would stretch and attempt to 
tear the hosiery and a good sized 
crowd on the outside watched with 
interest her efforts. 

Tests were made of the strength 
of the heels, the foot and other 
parts where the wear is greatest. In 
one of the stunts one of the girls 


appeared in a costume that was 
made entirely of hosiery. The skirt, 
waist and hat were of vari-colored 
stockings and the sight was both 
dazzling and attractive. 

More than 1000 favors, roses and 
chrysanthemums, were given away 
while the exhibition lasted. It was 
stopped, by the way, after one day’s 
run, because the crowds were so 
large in front of the Ferguson shop 
in the Arcade that they blocked the 
passageway. 

Ferguson is reaping the harvest 
from the seed he sowed in that 
exhibit and that is just what he 
intended. New persons are com- 
ing into his store for hosiery, and 
he realizes that if he sells pro- 
ducts that will stand usage a re- 
sonable length of time he has 
built something that will be per- 
manent. 


8 f= building up of this hosiery 
trade is not left entirely to ad- 
vertising and such stunts as have 
been described. On the contrary 
clerks are offered inducements. to 
arouse their interest. 

The girl who sells the most pairs 
of hosiery in a month is given first 
prize, a dozen pairs of hosiery free. 
These she may keep or resell. The 
second girl in amount of sales gets 
six pairs free for the month. The 
next month, the girl who increases 
her sales the greatest amount gets 
the first prize, and the second in. 


rank gets the half dozen pairs. Then 
the prize is based on the number of 
pairs sold again. 


a ng for hosiery trade has 
to be done at just the right 
time,” said Mr, Ferguson. “I could 
stage a stunt such as I put on last 
week at an inopportune time and 
not create a ripple of interest. I 
could dress up a half dozen models 
and put them in the window in the 
summer, and the sales that would 
follow would not count very much 
toward paying theextraexpense. But 
if that exhibit is staged at a time 
when people are just beginning to 
read the advertisements and to gaze 
into store windows for suitable 
Christmas presents, then there can 
be no doubt about the results. Busi- 
ness has never failed to flow into my 
store after one of these special 
efforts. 

“The girls have been trained es- 
pecially to use their endeavors to 
sell shoes to the patrons who come in 
to purchase stockings.” 


Boosting Hosiery 


Failing to attract buyers, a Ger- 
man advertising expert arranged 
an elaborate window display that 
merited the term. For a curtain 
being raised just a few inches more 
than knee high, half a dozen pairs of 
silk clad legs appeared, attached to 
girls chosen for their shapeliness. 
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Smart appearing, full-fashioned chiffon from the new full-fash- 
ioned department of the Lady Fair Silk Hosiery Company 
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An all silk, full-fashioned stocking with hand-embroidered anklet ____ 
___aesign from the line of the Lenox Hosiery Company 


Prices Stable in Silk Hosiery Market with 
Little Likelihood of Decrease 


HERE has been very little 

change in the silk hosiery 

marketduring thelast month, 
except that the situation generally 
seems to have become more stabil- 
ized. In other words, the excitement 
and uncertainty following the Jap- 
anese earthquake has faded out, and 
the market has retsrned to about 
the condition it .as in before the 
earthquake occurred. Prices here 
and there are a bit higher, especially 
on the more expensive grades. There 
is considerable irregularity in the 
prices of unbranded lines, more 
noticeably on the popular-priced 
grades. But on the whole, the price 
situation stands pretty much where 
it did a month ago. 

Owing to the fact that there has 
been a substantial drop in raw silk 
prices from the high level reached 
after the earthquake, there is a lot 
of resistance to present prices on silk 
hosiery and buyers feel that they are 
justified in expecting lower quota- 
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tions. There is considerable confu- 
sion in the minds of buyers on this 
subject. 


T is forgotten that silk hosiery 

prices before the disaster oc- 
curred in Japan were not, generally 
speaking, up to the then existing 
basis of raw silk, which was about 
$8 a pound for double extra cracks. 
The radical jump in raw silk follow- 
ing the disaster was not accom- 
panied by a corresponding rise in 
prices. Many hosiery lines were not 
advanced at all, and those which 
were advanced—consisting mostly 
of the higher priced lines—were 
merely brought up to around the 
basis of $8 silk. There were some 
cases, of course, in which hosiery 
prices were jumped above this level, 
but these were exceptions. Gener- 
ally speaking, hosiery prices, as they 
stand today, are not priced above 
the basis of $8 silk. 


No although there has been a 
radical decline in the raw silk 
market duting the last couple of 
months, it has not yet got down to 
the $8 level. At the moment quota- 
tions are close to this level, the 
present market being about $8.25 
to $8.35. 

But the important thing to re- 
member is that raw silk has not 
declined to a level that w ould jus- 
tify lower hosiery prices. Whether 
or not it will go substantially be- 
low its present level is very diffi- 
cult to say. 

The conditions of supply and de- 
mand in this material are more diffi- 
cult to ascertain than in the case of 
other textile raw materials, such as 
cotton and wool, partly because it 
can be substituted to a considerable 
extent and partly because statistics 
of current silk production are not so 
readily available. However, consid- 
ering the fact that the market has 
been relatively stable for several 
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weeks in spite of lack of demand 
from the silk manufacturing indus- 
try, there does not seem to be much 
likelihood that it will decline very 
far below its present level. 


N the other hand, there is a fair 
chance that it will advance 
again. Future business on silk fab- 
rics has been dull for quite some 
time, but buyers must soon cover 
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isn’t enough cotton to last until the 
next crop comes on the market in 
1924, and under the circumstances 
extremely high prices for cotton, 
and consequently for cotton goods, 
may be expected to rule for many 
months. Cotton hosiery prices gen- 
erally have been advanced about 5 
to 10 per cent during the last couple 
of weeks, and are likely to go 
higher. 


New jacquard patterns in men’s hose 


their wants on a considerable scale 
for spring, and this will mean a re- 
newed demand for raw silk from the 
mills. 

The same is true in a measure 
of silk hosiery. The development of 
spring business ought at least to 
keep the raw silk market firm, and 
under these circumstances no re- 
ductions on silk hosiery could rea- 
sonably be looked for. There will 
always be, naturally, some conces- 
sions here and there in the course of 
trading; but we are speaking now of 
the general level of prices on reliable 
goods. 

Hosiery consisting wholly or in 
part of cotton must be advanced 
more or less sharply, due to the very 
radical advance of raw cotton. At 
the present writing spot cotton is 
quoted at over 35 cents a pound, 
which is an advance of about 6 
cents within a month, and many 
people are looking for still higher 
prices. 

The crop is a partial failure, being 
now estimated at about 9,500,000 
bales or less, whereas a crop of 
around 12,000,000 bales was ex- 
pected a few months ago. On the 
basis of present estimates there 
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hoped, but this may be due to the 
comparative mildness of the weather 
so far, and they may pick up con- 
siderably as the season advances. 
Business in silk hosiery for near- 
by delivery is fairly active on 
the whole, demand still being cen- 
tered largely on cotton tops and 
chiffon weights. Qualities retailing 
at around $2 to $3.50 appear to be 
particularly favored in most centers 
just at present. 


The Planning of a 
Hosiery Advertisement 
“REWITCHINGLY beautiful” 


is an expression seen recently 
in a remarkably fine piece of hosiery 
advertising. It serves to emphasize 
the point often made that few arti- 
cles of dress lend themselves more 
readily to the use of beautiful words 
than hosiery. 

Word pictures in describing hosi- 
ery can be made just as effective as 
the word pictures used by the ad- 
vertisers of foodstuff which fairly 
make your mouth water. And with 
these word pictures should go real 
pictures if it is possible to get them 


New Spring patterns in men’s hose imported by Taylor 9 Watson. Hose on the right is 


lisle and that on the left is cashmere 


HE demand for cotton hosiery 

has been very dull for some 
time. The better grades of mer- 
cerized and lisle hosiery have been 
in more demand than low-end cot- 
ton lines. Hosiery of cotton and 
wool, and cotton and artificial silk, 
is in moderate demand. Wool and 
wool-mixed lines generally are not 
moving as well as the trade’ had 


and a carefully worked out arrange- 
ment of type and headlines so that 
the entire advertisement will reflect 
the beauty and serviceability of the 
merchandise you offer. 

Put your personality into your 
ads, but don’t stop there. Put it into 
your whole business system.—Port- 
land Evening Express. 
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Hosiery counter in the Crossett Shoe Store, New Orleans, La., presided over by Mrs. Ida C. Hooper 


Over This Counter Passes Fifteen Per Cent 
of the Store’s Gross Business 


HE addition of a judiciously 

selected and attractively ar- 

ranged hosiery department is 
a distinct advantage to the fashion- 
able shoe shop both from the stand- 
point of service and that of profit, 
the experience of the Crossett Shoe 
Store, 706 Canal St., New Orleans, 
has proved. 

With openings on Canal and St. 
Charles Streets the Crossett shop 
has given prominence to hosiery at 
both entrances, featuring women’s 
hosiery just inside the Canal Street 
doors and so arranging the men’s 
hosiery that ‘+ wins immediate at- 
tention on e..cering from St. Charles 
Street. 

Rosy shaded lamps, dimly lux- 
urious Oriental rugs and charmingly 
colorful cases of hosiery give the 
visitor the assurance of quiet com- 
fort which it is in the province of 
the specialty shop to provide. Ad- 
vertising, almost austere in its sim- 
plicity, which the store employs to 
introduce shoe fashions as they ar- 
rive, promises exactly the service 
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and atmosphere found inside the 
shop. 

All womens’ slippers, pumps and 
oxfords are advertised by name. 
Crossetts’ will announce, for in- 
stance, the arrival of “Barbara,” 
explaining that the newcomer to the 
world of the fashionably shod is a 
beaded slipper which can be had in 
bronze, gray or black. A single line 
at the foot of the space adds— 
“We can supply hosiery to match.” 


HERE, Mrs. Ida C. Hopper, 

buyer for the hosiery depart- 
ment, suggests, is a point well worth 
emphasizing. Hosiery bought to 
match Crossett shoes really matches. 
No shade is so subtle or evasive, she 
maintains, that it cannot be exactly 
matched if the retail shoe merchant 
is willing to spare time and trouble 
to insure pluperfect satisfaction to 
the purchaser. The plan employed 
by the Crossett shop is to instruct 
the factory to send sample shoes to 
hosiery mills catering to the ex- 
clusive custom. There silk hosiery of 


the best grade is dyed to the exact 
shade and supplied in proper range 
to conform to the shoe sizes being 
shipped to the store. 

The Crossett shop is additionally 
fortunate in the fact that Mrs. 
Hopper has made a life study of the 
blending of colors. She has been 
identified with various angles of the 
fabric, millinery, hosiery and allied 
trades for many years and finds 
her experience invaluable in the 
many instances where a harmonious 
contrast in hues is desired rather 
than an exact match. She also is 
able to create a symphonic blend 
between hosiery and buckle trims 
on street and evening footgear. 

The Crossett hosiery depart- 
ment is a distinct asset from a 
purely commercial standpoint, 
totaling from fifteen to eighteen 
per cent of the entire business an- 
nually. Mrs. Hopper says re- 
cords show an average turnover 
of three and one-half times a 
year, and business in the de- 
partment is increasing daily. 
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G o a HA M I 
INVISIBLES 


Opening At Par 


ie isn’t every commodity that can turn shivers into sales, but Gotham Invisibles 
do it. These patented ankle to knee underspats, worn under silk stockings, have 
won the instant approval of metropolitan women. 

They are selling even beyond expectations, on 
Fifth Avenue, on Michigan Boulevard — wherever 
they are carried. 

Small wonder, because Gotham Invisibles by 
keeping silk clad legs warm and trim, fill a de- 
mand as keen as a snow flurry and as brisk as the 


north wind. 

The high season of Gotham Invisibles is now. 
Make haste while the snow flies. Send your order. 
Prompt shipment. Eight dollars per dozen. Terms, 
net 30. To retail at a dollar a pair. 


GOTHAM SILK HOSIERY CO., Inc. “4 


Sole Distributors 
516 Fifth Avenue, New York 
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Silk Stockings that Wear 


Prosperous Seeds 


“AE SUSUR U MANA AE AEE MU 


OW is your hosiery garden? 


Growing? 


The fact that you are reading this 
magazine shows you are interested 
in making it grow. 


And that’s a good sign. 


Speaking of signs, we know your hosiery 
business would grow more quickly if the Gotham 
Gold Stripe Sign were on your window. 


Ask us to prove it and we can furnish files of 
data. But we would rather refer you to one of 
our missionaries— 


Seiucauiy 


Any woman who wears Gotham Gold Stripe 
Silk Stockings. 


GOTHAM SILK HOSIERY CoO., Inc. 


Manufacturers 
516 Fifth Avenue, New York. 


Bc a ee 
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Buying in small quantities the 
store is enabled to assure their 
customers of fresh stock. Mrs. Hop- 
per’s experience shows, she says, 
that the purchaser of a pair of 
slippers needs only a suggestion to 
prove to her the wisdom of buying, 
at the same time, two pairs of hose 
while it is possible to obtain a per- 
fect match. This department head 
always suggests that the purchaser 
restrain any desire for variety and 
purchase both pairs alike. Then, at 
one stocking wears out, three good 
ones remain and the customer is 
assured of a wearable matching 
pair for a much longer time than if 
two pairs of contrasting colors had 
been originally bought. Seymour 
Weiss employs the same plan in 
the men’s hosiery department and 
finds it pays splendid dividends in 
good will. 

A year when 
hosiery of light hues 
is in favor is a splen- 
did one from the 
standpoint of the re- 
tail merchant, Mrs. 
Hopper suggests, 
since her sales re- 
cords show such a 
season doubles the 
amount of hosiery 
sold. Black chiffons 
are always staple 
and the fashion edict 
favoring nudes, 
grays and novelty 
tints such as “log 
cabin” and “blush” 
means these will be 
bought in addition 
to the regular stock 
of high grade black 


numbers. 


HE = Crossett 

store stocks 
only the _ better 
grades ranging in 
price from $3.50 to 
$6. Consistent with 
the fashion trend to- 
ward gold and silver 
evening slippers, 
gold and silver ho- 
sieryisincreasinglyin 
demand. Mrs. Hop- 
per is showing as the 
feature attraction of 
one of the shop’s 
show case trims a 
pair of gold hose 
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with a glorious metallic sheen, the 
achieving of which, she declares, was 
sheer art on the part of the mills 
which produced them. 

Hosiery manufacture is pro- 
gressing remarkably, this buyer 
finds, and in gold cloth which 
will not tarnish and gossamer 
chiffons which give long wear 
have reached a long-sought goal 
in the wedding of beauty and 
practicability. 

Where the shoe shop places em- 
phasis on the matching and blend- 
ing of colors in its women’s depart- 
ment, it features convenience as its 
keynote in selling hosiery to men. 


| te requires only the slightest sug- 
gestion, Mr. Weiss finds, to sell 
a man a box of hose instead of a 
single pair, whether he has asked for 
silk, wool or lisles. Silks lead in 


A smart, all silk, fullfashioned Paris lace clock from the line of the 


Metropole Hosiery Mills 
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popularity in the men’s department, 
but a great volume of silk and wool 
mixtures and all wool hose is being 
sold this winter. This, the depart- 
ent head says, is an unusual thing 
in this climate, but it is predicted 
wool hosiery will become a staple 
part of the trade. 

Women, as a rule, Mrs. Hopper 
finds, buy one or two pairs of hose at 
a time, but near the holidays hosiery 
sales amounting to forty-eight or 
fifty dollars to a purchaser are far 
from unusual. With romantic-sound- 
ing shades borrowing their names 
from travelogue and zoo, all equally 
charming, it is difficult, she says, for 
the purchaser to decide to have 
Mandalay, Congo, or otter, field- 
mouse, log-cabin or sable, so it is 
often simpler to order a pair of each. 
And following that decision the new 
Grisson gray is so attractive it 
stands a fair chance 
to go in at the last 
minute. 

“T think the public 
is beginning to real- 
ize,’ Mrs. Hopper 
declared, “‘that the 
shoe store is the logical 
place to buy hosiery.” 


Sell Dyed- to- 


order Hosiey 


TORES carrying 

a limited assort- 
ment of hosiery lose a 
good deal of trade 
through inability to 
offer a close match for 
fabric colors, particu- 
larly for evening wear 
but hosiery, remem- 
ber, can be dyed to 
order. If there is a 
good dyer, familiar 
with such work, in 
your town or nearby, 
you can have this 
done very promptly, 
and it is an excellent 
service to offer. All 
you need to have is a 
stock of white silk 
hosiery, for white 
silk can be dyed any 
color. And if you 
make your trade 
familiar with the fact 
you can get a good 
deal of business. 
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Onequalled Service 


Many of the mills which are an integral part 
of the Brown Durrell Company service, have been 
in this service in friendly co-operation with the Brown 
Durrell Company from twenty to thirty years, mak- 
ing Gordon Hosiery exclusively. 


This friendly co-operation means that together 
we have selected the best quality yarns, made our 
own designs, have been guided by the same high 
ideals, and unfettered by the temporary compromises 
with quality which sometimes seems necessary in 
fixing prices. 

During this period we also have had the continu- 
ous friendly co-operation of thousands of merchants 
and millions of wearers. 


In a very natural way this four-cornered friendly 
co-operation has grown in every part of the United 
States. So also has the quality of the merchandise 
improved. 

Our tremendously large reserve stocks at the call 
of the merchant in all seasons, insures against over- 
stocking and increases turnover. 


HOSIERY 


The Public Demand 


The demand for fine ‘silk hosiery is greater at 
this season than any other time of year. 


Christmas buying is on. Your customers must 
be satisfied. 


Look over your stock now, see that you have 
all the desired shades and sizes and send in your 
fill-in orders by telegraph. 


For the best in lisle top, pure dyed silk stock- 
ing, order Gordon H300, the pioneer or original pure 
dyed silk stocking, in all shades to match any shoe. 


For evening wear, or to suit your customers’ preference 
for a pure dyed, all silk stocking, from top to toe, order H600, 
in all shades. 


For the beautiful sheer stockings, order the Gordon chif- 
fons, in all popular shades. 


Your needs will be supplied promptly by Parcel Post, 
Express or Freight. Wire either to 104 Kington Street, Boston, 
or 11 West 19th Street, New York. 


BROWN DURRELL COMPANY 


GordonHosiery - Forest Mills Underwear 


New York Boston 


11 West 19th Street 


104 Kingston Street 
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“Chiffons that will wear” are being demanded by well 
dressed women everywhere. If you can supply this type of 
hosiery, you will have the chiffon business of your com- 
munity. 

We know that ROLLINS chiffon hose will give much 
more than average service. Yet, it has that same clear 
beauty of fabric which must always be the first considera- 
tion in chiffons. 

One woman wore a , air of our 2200’s regularly for six 


ROLLINS CHIFFON STYLE 2200 


Style 2200 is a full fashioned pure thread chiffon silk hose with garter 
top, heel and toe of fine mercerized lisle. Each pair is packed in individ- 


ual'glassine bag, In quarter dozen boxes, Price per dozen...... $16.50 
2200-5 Mode 2200-19 Log Cabin 
2200-17 Field Mouse 2200-21 Suede 


2200-18 Beige 2200-23 Nubuck 


months before even the tiniest hole appeared. Another 
lady of our acquaintanceship bought a pair of our 2209's 
more than six months ago and they are still giving her the 
same service as when new. 

You don’t have to take our word about the quality in 
ROLLINS chiffon hose. We will send you a box of either 
style 2200 or 2209. Have your wife, daughter or friend give 
them a severe wear test. Then, we won’t have to sell you 
ROLLINS. You will demand it. 


ROLLINS CHIFFON STYLE 2209 


We firmly believe that there is no better full fashioned sheer chiffon 
stocking on the market than our style 2209. It is silk from top to toe 
and the foot is specially reinforced at all wearing points. Each pair is 


packed in glas a, In quarter dozen boxes. Price 
per dozen.. 2 ee $22.50 
2209. Grey 2209-17 Field Mouse 


2209-18 Beige 


2209-19 Log Cabin 
2209-21 Suede 


SEND FOR THE NEW ROLLINS COLOR CHART. This new color chart was put out to help 
you select the right shades when you desire to match shoes or gown fabrics. This color chart has 
actual samples of hosiery fabrics including eighteen of the newest and most fashionable shades. 
Keep one before you. You will find it handy when you need to mail order in a hurry. 


ROLLINS HOSIERY MILLS 


DES MOINES, IOWA 
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“Give the Customer Quality and at Fair Profit” 
«When You Get Hold of Something Good, Play It Up Strong! 


r \ HE above is a quick and 
concise bit of hosiery mer- 
chandising advice given by 

Miss Nell Humphreys, buyer for 

the men’s, women’s and children’s 

hosiery departments of the five 
shoe stores of Wetherby-Kayser 

Shoe Company, in the Golden Gate 

State. 

Miss Humphreys makes her head- 
quarters at the main store of the 
company, 416-418 West Seventh 
Street, Los Angeles. The receiving 
department and all the hosiery stock 
is handled from here. There are two 
other Los Angeles shops where 
hosiery is sold—at 4th Street and 
Broadway, and a de luxe shop at 
the Ambassador Hotel, about three 
miles from the business center. This 
latter store is patronized not only 
by the guests at the hotel, but by 
the folks within a wide radius. 

At the 4th Street store, there is a 
basement, which serves as an outlet 
for broken lines. 

A.new feature is the hosiery re- 
pairing department. This is located 
on the main floor of the West Seventh 
Street, Los Angeles store. Not only 
is mending skillfully done here, but 
all kinds of embroidery. Miss Hum- 
phreys stated that she could see 
the possibilities of working up a big 
business through this department. 

There is a shoe store at Pasadena, 
which opened in September, last, 
and one at Hollywood, which 
opened last March. All of these 
stores are well patronized by the 
movie people, especially at Holly- 
wood and Los Angeles. For Los 
Angeles is the center for the moving 
picture industry and many of the 
thousands of movie stars residing in 
this section are real spenders. when 
it comes to hosiery. 

It is for this reason that Wether- 
-by-Kayser has found profitable 
rotogravure, publicity in the Los 
Angeles papers, showing pictures of 
movie “kings” and “queens” and 
“kiddies,” wearing hosiery which 


Get the New Things” 


By HELEN M. HANEY 


may be purchased at Wetherby- 
Kayser shops. 

In the Los Angeles Times of Sun- 
day, September 30 appeared a four 
page rotogravure ad of the hosiery 
sold at Wetherby-Kayer’s. It was 
not difficult to secure the consent of 
the movie stars to pose for the de- 
sired pictures, except in catching 
them when off duty, the advertising 


MISS NELL HUMPHREYS 


Wetherby-Kayser hosiery buyer who has 
worked out a new theory of hosiery sales- 
manship 


appealed to the public of Los 
Angeles, because these folks look to 
the “movie stars” for their style 
motif. J. K. Ingalls, publicity man, 
states that although the four page 
ad entailed a large expense, it was 
most decidedly a good investment. 


4 HE Wetherby-Kayser Shoe 

Company “‘ties up” its window 
display with the newspaper advertis- 
ing. Every oneof the makesof hosiery 
featured in the rotogravure was also 
featured in the window display and 
the photograph of the advertise- 
ment used as the center of attrac- 
tion and as a window card. 


In the past season, this company 
has held style shows in various 
parts of the city adjacent to its 
shops, but this season, it dis- 
continued the shows, feeling that 
by pictorially displaying the mer- 
chandise in use, with the appropriate 
costume, as much was surely ac- 
complished aswould result from any 
style show. 


Ms Humphreys works closely 
with Advertising Manager 
Ingalls. She furnishes him with 
every bit of her research work as to 
the new ideas in hosiery patterns, 
and colors, and prices. In addition to 
the rotogravure ads, there are 
daily ads. 

Each week, Miss Humphreys 
calls together the hosiery salesforce 
of all of the five stores for a mer- 
chandising conference. Just as 
quickly as some new color, or pat- 
tern, or make, is decided upon by 
Miss Humphreys, she tells her co- 
workers about it. At this conference, 
each salesperson relates her findings 
in regard to customer attitude and 
all the conditions which have sur- 
rounded her sales during the past 
week. Criticisms and suggestions are 
submitted. Each girl is taught that 
she must give real thought to her 
work if she would succeed and each 
one is asked to review the past les- 
sons she has learned at these con- 
ferences. and through her personal 
experiences. Prices are carefully re- 
hearsed, store policy and every other 
detail which Miss Humphreys wishes 
stressed. Thus is the salesforce work- 
ing at all times in perfect accord with 
the hosiery buyer and management, 
and each one feels as much in- 
terested in the success of the hosiery 
business of Wetherby-Kayser as if 
she herself were the owner of that 
business. 

Salesforce co-operation, she says, 
is a most necessary part of hosiery 
selling and much depends upon 
what kind of talks are given at these 
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Specialistsin 
Children’s 
Footwear 
Over Thirty- 
‘five Years. 
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SCIENTIFI 


<; HOSIERY ~ 


02 POSHER's 


la. 
G 


Woolens for Winter! 


Dr. Posner’s scientific woolen hosiery for children is 
giving complete satisfaction in comfort and health to 
customers, and profits to dealers. 


When selling woolen hose for children, it is well to ad- 
vise mothers to buy a sufficient supply of one weight of 
hose to cover the child’s needs for the winter months. 


Each Pair 


Packed Sepa- 


rately ina 
Glassine 
Envelope 


The Year Round 


Packed Two Pairs to the Box 
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INFANTS 


No. 21—Wool & Cotton, 1 x 1, rib, white, 4 to 614; Black, 5 to 6% at $3.25 doz. 


No. 22—Wool & Cotton, 1 x 1, rib, white, 4 to 614; Black & Cord, 5 to 64% at 
$4.15 doz. 


. 24—100% Australian Lambs Wool, 1 x 1, rib, white, 4 to 614; Grey & Nude 
414 to 614 at $4.75 doz. 


. 25—Wool & Cotton Sport Rib, 5 x 1, white, 4 to 614 at $4.25 doz. 


. 70—Cashmerette (natural cotton), 1 x 1, rib, white, 4 to 614; Black & 
Cord 5 to 64% at $2.25 doz. 


. 71—Cashmerette (natural cotton), 1x 1, rib, Grey, Beige & Champ. 414 
to 64% at $2.40 doz. 


. 72—Cashmerette (natural cotton), 1 x 1, rib, white, 4 to 614; Black & 
Cord 5 to 614 at $2.10 doz. 


. 76—Cashmerette (natural cotton), Sport Rib, 5x 1 white 4 to 614; Black 
& Cord, 5 to 64 at $2.50 doz. 


No. 80—Artificial Silk and Wool 1 x 1 rib White 4 to 614 at $5.75 dozen. 

No. 81—Artificial Silk and Wool Sport rib 5 x 2 Wht 4 to 614 at $6.10 dozen. 
No. 82—Artificial Silk and Wool Sport 5 x 1 rib Wht 4 to 614 at $5.49 dozen. 
No, 83—Artificial Silk and Wool 1 x 1 rib Wht 4 to 614 at $5.25 dozen. 


All numbers packed 14 doz. boxes, except No. 72—1 doz. boxes. 
MISSES 
No. 505—Wool and Cotton Wht. Blk. Brown Heather, Grey and Camel, Sport 
rib 5 x 2, sizes 6 to 10 at $6.00 dozen. 
SPORT HOSE 


No. 603—Worsted Reinforced Combed Yarn Back, Brown, Oxford, Camel. 
Jacquard tops 614 to 1014 at $8.50 dozen. 


No. 604—All Wool “Made in England,” Camel, Grey, Lovetts 714 to 10 at 
$12.50 dozen. 


No. 608—Wool and Cotton Brown Heather and Dk. Oxford 614 to 10 at 
$4.75 dozen. 


No. 609—Artificial Silk and Wool, Camel & Oxford 6 to 10 at $12.50 dozen. 


Announcement of our Spring line will be made in the next issue. 


DR. A. POSNER SHOES, Inc. 


140 WEST BROADWAY 
NEW YORK CITY 


The Only House Specializing in Children’s Hosiery Exclusively 


—+ 
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te conferences. So the talks given 
strictly business-like and are 
pirational with the keynote con- 
antly sounded of “Getting more 
high-grade Hosiery Sold Right.” 
The women work on salary and 
commission. One of Miss Humph- 
reys’ favorite themes is,““Play up the 
new Things!” Others are, “Analyze 
Your Job,” “Have Your Stock Al- 
ways Accessible,” “Display Ho- 
siery with Shoes.” Still another: is, 
“Treat the Customer Right.” 

Miss Humphreys has a system 
whereby she can tell at a glance 
where the merchandise is selling best 
and what aze the slow moving num- 
bers. As to st.ck, the regular staple 
stuff is always taken care of and 
orders are so placed that monthly 
shipments come in re,ularly to take 
care of hosiery stock seeds. 


WICE a year, July and August, 
sales are held Lut stock is not 

marked down. During these months, 
the slow moving stock is simply 
brought together and sold at that 
time. Miss Humphreys believes in 
quoting prices in connection with 
merchandise «displays, except in 
case of style displays. As an in- 
centive to gei more volume during 
October, a prize of $5.00 was 
offered to each saleswoman who sold 
acertain number of box specials. 

The sho» salesmen also help to in- 
crease hosiery sales and are given a 
commis:ion on each customer they 
bring to the hosiery departments; 
each oie is given instructions to 
sugges! hosiery with every shoe sale. 

The hosiery departments have 
very ittle trouble in regard to ex- 
char jes. The rule is very strict on 
this matter—the only exceptions 
being in case the wrong color or 
wrong size is selected—and then the 
stcckings must not have been worn. 
Chiffon hosiery is never guaranteed. 
Every pair of hosiery is thoroughly 
examined before leaving the depart- 
meut to see that they are perfect. 

Miss Humphreys says that a very 
common hosiery sale is $100 and the 
day »efore she left the coast, for her 
eastern trip, a saleswoman at the 
Pasadena store made a hosiery sale 
of $139. In war days, she states that 
there was one sale made at the main 
store of $700. 

Miss Humphreys states that chif- 
fon continues to be the most popular 
number for dress purposes, some in 
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plain and some with open work 
clocks. 

It is Miss Humphreys’ theory 
that colors play a most important 
part in hosiery merchandising, and 
more so than ever this year, and 
coming seasons. Some of the newest 
fall shades which she is featuring 
are: Rosy Dawn, (a rose shade), 
Glowing Sunset (a shade of orange), 
Silvery Moonlight, (a silvery gray). 
Miss Humphrey calls attention to 
how attractively an ad or display 
sign may be worded in connection 
with these colors, for instance— 
“Hosiery from Rosy Dawn to Glow- 
ing Sunset, and into Silvery Moon- 
light.” 


A very new shade is 
Illusion, (a nilegreenshade) then 
there is Glycerine; (or a shade of 
orchid). This shade is particularly 


Vpderwood & Underwood 


135 


good with silver slippers. Flesh, 
peach and gold are best with gold 
kid or cloth of gold slippers. For 
evening wear, also, are the colors of 
Blush, Flesh, Silver, Gold, Rachelle, 
Nude, Albina, Shara, Parchment, 
all of which are almost on the orange 
and pinkish tones, giving a nude 
effect. There is also Babbling Brook, 
which is on the silver tone, Pilgrim 
and Cut Steel. GunMetal andSmoke 
continue to be strong favorites, es- 
pecially when worn with black, 
giving a very sheer effect. In browns, 
there are: Tortoise, Freckles and 
Autumn, and the more familiarly 
known shades of Log Cabin, Manda- 
lay, Otter and Congo. 

It is Miss Humphreys’ suggestion 
that retail shoe merchants in pre- 
paring retail ads should tell their 
customers about the new shades 
both in ads and in window displays. 


A beautifully enbroidered full-fashioned silk stocking for evening wear from the 
line of the Lehigh Silk Hosiery Mills 
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Colors: 


Gunmetal 
Silver 
Rembrandt 
Autumn Brown 
Blond Tortoise 
Pearl 

Rose Gray 
Golden Rod 
Poppy. 
Geranium 
Cinnamon 


Medium Gray 
Log Cabin 
French Gray 
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DUBBELIFE really means 


double life, madam— 


Because this hosiery is specially treated and guar- 
anteed to give twice as much wear as ordinary 
chiffon stockings. When an untreated pair of hose is 
already worn through and lustreless, “Dubbelife”’ is 
still firm, and rich looking. 


Through an actual test conducted by the United 
States Testing Company, it was proven that all 
hosiery treated with Keepit wore from two to four 
times longer than untreated sheer hose. 


No. 269 Dubbelife Chiffon Stocking is a five thread, 
dip-dyed, full-fashioned, all-silk stocking and is avail- 
able in the colors listed. 


LANSDALE SILK HOSIERY CO. 


LANSDALE, PA. 


A. L. ULLMAN, Sole Selling Agent, 267 Fifth Avenue, New York City 


‘fe oughened jor Wear 
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A new diamond pattern in a two-tone wool hose for winter sports. 


Weapons to Be Used Against the Hosiery 


HE hosiery canvasser is a re- 

gular thorn in the flesh of the 
established retail merchant, and the 
irritation caused by this thorn in the 
flesh often leads to intemperate at- 
tacks on the canvasser. This is a 
mistake. Hosiery canvassers are 
not all dishonest. They do not all 
sell unreliable merchandise. A con- 
siderable proportion of them are 
honest hard-working fellows trying 
to make a living by selling reputable 
goods. 

But the whole point of the mat- 
ter is that while the majority of 
hosiery canvassers and the goods 
they sell may be strictly honest and 


Canvasser 


reliable, the consumer has abso- 
lutely no guarantee that they are 
such and no way of protecting her- 
self against dishonest canvassers. 
The business of house to house can- 
vassing has many undesireable fea- 
tures from the point of view of the 
consuming public; but this is the 
chief one. 


ND this is the one respect in 

which the established retail 
shoe merchant has an advantage 
which the canvasser can never over- 
come. The retail merchant is known 
in his community. He has capital in- 
vested in this community. He has a 


reputation to maintain in his com- 
munity. If the goods he sells are not 
what they are represented to be the 
customer can go to the retail mer- 
chant for satisfaction, she can hold 
him responsible, and if he is to pre- 
serve his trade and his reputation he 
must satisfy her. The customer has 
no such defense when dealing with a 
canvasser. If he is honest and repre- 
sents an honest firm she will not be 
defrauded. But if he is dishonest she 
can obtain no redress. And to make 
matters worse she has no way of tell- 
ing whether he is honest or not. 

Why not use these obviously good 
points in your advertising? 
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A few typical comments selected at random from hundreds of letters 


“‘We would be pleased to have you send us a quantity of 
the folders and cardsas mentionedin yourletter. We would 
be pleased to distribute them through our Hosiery Dept.” 


The May Company, Cleveland, Ohio 


“Please be assured that we feel a large measure of appre- 
ciation for the work which you are doing. It is a most 
constructive help to discourage the purchase of hosiery 
from peddlers who canvass the city.” 


Block and Kuhl Co., Peoria, Ill. 


“We would like very much to cooperate with you in the 
enlightenment of the public on full fashioned hosiery. 
We have chain of twelve stores in which full fashioned 
hosiery is featured and would appreciate receiving any 
advertising such as window cards, folders, etc., which you 
may have for general distribution.” 


Sterling-Shoes, Buffalo, N. Y. 


“We would be glad to have you send us one of the display 
cards and also as many of the circulars as you feel you can 
allow us to have. We would be very glad to enclose these 
in some of our statements when convenient, and use them 
to our best advantage. We understand that you are send- 
ing an instructor to some of the different stores with the 
idea of developing the sales force in selling the Full Fash- 
ioned Hosiery. If we could have such arrangements with 
you we would very much appreciate it.’” 


J.N. Adam & Co., Buffalo, N. Y. 


“We are interested in any material which would help us 
educate our customers to the advantage of Full Fashioned 


Hosiery, and would like to receive the material which you 
advertised in the Hosiery Retailer for October.’” 


Maas Brothers, Tampa, Fla. 


“Kindly send us a few copies of your article on Full Fash- 
ioned hosiery in the Octoberissue of the Hosiery Retailer.” 


The Hecht Co., Washington, D. C. 


“We would appreciate it if you could see your way clear to 
send us a display card, also one thousand of the folders.” 


G. Fox & Co., Inc., Hartford, Conn. 


“Kindly furnish us with at least two thousand folders like 
sample that you sent us and aiso one display card. We 
will be very glad to put a folderin our statements and also 
in our packages. We think that the above method of in- 
forming the public on Full Fashioned hosiery is a good 
idea and we wish you much success.” 


Frost Bros., San Antonio, Texas 


“Our customers are not thoroughly educated to the ad- 
vantages of full fashioned construction. We would like 
to educate them. . . and believe that one way to do this 
is through the use of pamphlets to be included in each 
package leaving our stores.” 


Regal Shoe Company, Whitman, Mass. 


“We have your letter regarding your folders showing ‘the 
one infallible test? and would be very glad, indeed, to use 
up whatever quantity you see fit to send'us, We would 
also appreciate receiving one of the display cards.” 


The Shepard Stores, Boston, Mass. 


ull Jashioned Guild-Ino 


OF AMERICAN MANUFACTURERS 


334 FOURTH AVE-NEW YORK CITY 


Another fashion | Se also the heel 
feature—the toe | Full round box heel 


“We wish to co-operate with you, and can assure you that 
we will forward you any information that may be of as- 
sistance in this campaign.” 


M. E. Smith & Co., Inc., Omaha, Neb. 


“‘We can use to good advantage display card and a quan- 
tity of folders and will be pleased to receive the same at 
your early convenience.” 


T. W. Mather Co., Inc., Pasadena, Cal. 


“Please send us a sign ‘How to recognize full fashioned 
hosiery’ and a supply of circulars as advertised in Dry 
Goods Merchants Trade Journal.” 


F. K. Robeson, Champaign, Ill. 


“We would ask you to forward one sample of the display 
card which you mention.” 


C. A. Verner Co., Pittsburgh, Pa. 


“Please send us the Bewtex hanger you advertised in Hos- 
iery section of Bootand Shoe Recorder, andaboutfive hun- 
dred folders. This question certainly needs more publicity 
as very few women know what full fashioned hose is.”” 


J. C. Penney Company, Falls City, Neb. 
“We will be very much pleased to receive several dozen of 


your countersigns so that we may put them up in our 
samplerooms and also give them out as window-displays.” 


The Louis Stix Co., Cincinnati, Ohio 


The One 
Infallible Test 


‘ULL fashioned hose 
are shaped in the 
| knitting to conform to 
the natural curve of the 
leg. Part of the threads 
_ are dropped or bound 
off to narrow the hose 
at the ankle. Always 
look for this narrowing 
and the fashion marks 
whichare evidence that 
the number of threads 
have actually been re- 
duced to accompli 
the desired shaping. 
Full fashioned shaping 
will not wash out. This 
shaping is the one in- 
fallible test of full fash- 
" ioned hose. 


Look for the dia- found always in full 
mond point. Allfull fashioned hose. The 
fashioned stockings only comfortable 


have this. 
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Merry Christmas 
and 


A Happy New Year 
to All! 
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Lenox Hosiery with that inherent value only 
expert knowledge and manufacture of 
hosiery puts into this brand. The two numbers 
listed below offer you excellent profits. 
No. 100—An extra wide 8 inch lisle top medium weight full 
fashioned silk stocking. At the price, this is the fastest selling 
number we have ever had, and the best profit- $15-00 


maker we have ever offered to retail merchants. per doz. 


Wie the public balks at buying, show them 


No. 3030—Finest quality all silk full fashioned ingrain stocking 
in three charming lace clock designs. Black, $94-00 
White, Cordovan, Brown, Beige, Silver and Gray. per doz. 


Just as your finger print is your 
personal mark of identity — 
the indelible stamp “Hollywood 
Hose” inside the hem of all our 
stockings is our mark of identity, 


Samples Gladly Furnished on Request 


LENOX HOSIERY COMPANY 


1123 Broadway New York, N. Y. 


LONG WEAR 


| “Lenox Brand—fast growing in popularity” | 


xX -RA y Bats Look for the mark 


inside the hem! 
FOOSE RY Black 


White The next time you have occasion to examine a 
This wonderful new invention only . « ” ot 

recently introduced is universally Gun metal pair of “Hollywood Hose, look inside the can’ 
approved by the World's Foremost Cordovan for the trade-mark. Notice how the Hollywoo: 


es —e knots Seal trade-mark is indelibly stamped in the hem. This 


Boks or other seleetsinstary, fi Nude is done by a special process and will last for the 
ests the strength of the fu + tocking con- 
fashioning or the mock seam. Fawn life of the stocking. As long as the ag a 8 : 
insures every customer a perfect Cinnamon tinues to give the consumer satisfaction, just 
pair of hose. . 5 i hat the stockin: 
LACE cere’ : ‘ { Eliminates the customer's “finger Silver Grey oe long will edie snares rane d Hi oe 
Ladies’ all silk pure dyed ingrain Full Fashioned stock- ring” examination and oft times Belize that is giving her the wear is “Hollywood Hose. 
ing. 4 beautiful patterned clox. the consequent thread catch. 5 
Black only. ........-.0++¢+++0+4+4..$24.00 per doz. Protects you from paying full = Mode 
CHIFFONS 


No. 300—Ladies’ Full Fash ned lisle top, pure dyed 
chiffon silk foot. 42 gauge. | lors, Black, Gun Metal, 

Taupe, African Brown, Beige, Fawn, Otter, Log Cabin, 5 
Grey and! Polos. oo o:sscesse seisesereseiare su $16.50 per doz. 


Medium Grey 


the dealer is a total loss to the store. 


No. 100—Ladies’ Full Fashioned all silk, pure dyed 
chiffon, 42 gauge, with reinforced knee. Colors, 
Black, Gun Metal, African Brown, Taupe, Beige, 
Otter, Grey and Polo...............$22.50 per doz. 


Sample Shipment on Request 


The National Hosiery X-Ray 
Machine will save you its cost price 
nearly every day. Positively every 
week. 

Costs nothing to operate, cannot 
break, always ready for use. 


Log Cabin 


HOSE 


REG. U,S, PAT. OFF, 
GUARANTEED FULL FASHIONED 


price for irregular hosiery, which if ; 
X-Rayed, can be returned for credit. Otter 

Defective hosiery loses many Pearl Grey 
customers and when returned to 


X-Ray silk hosiery for your 
customer's benefit and satisfaction 
and you will eliminate entirely 
refunds on defective hosiery returns. 


FREUND & BRICKMAN 


SOLE DISTRIBUTORS 


Qtton Hosiery 


v Re 


212 Fifth Avenue 


Harrington & Waring 


New York City } 


Your Jobber Can Give You Service 
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Design, Trade Name and Write for full in- 


Patents.proveceedin USA. Price *]& formation and in 


Canada and principal Eus structions. 
ropean countries. Occupies one square foot on counter case. 


National Hosiery X-Ray Co., Inc. 


P. O. Box 879 Tulsa, Oklahoma 
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Paris Lace (locks 


All silk, in eight beautiful patterns and ina variety of colors. Price $24.00 per dozen 
Also Paris Lace Clocks in 3 patterns with lisle top in black, cordovan and white. 
Price $21.50 per dozen 


The big holiday numbers in an all silk, full fashioned, extremely sheer silk chiffon with Paris 
clocks, in a great variety of colors are the following: 


No. 918—With a 2 row Paris clock. 
No. 925—With a 3 row clock—positively nothing finer on the market. 


Chiff ons 
Our No. 904. This is positively an extremely high class pure dyed chiffon as fine as can 


be produced. All silk in all the latest shades. Price $21.00 per dozen 


Our No. 1207 Chiffon—8 inch mercerized top with a silk foot needs no intro duction; 
the finest on the market at the price. All leading Colors. Price $16.50 per_dozen 


Samples Gladly Furnished on Request 


At this opportune ti 
wwe wish fo thank out poLe HOSIERY y, 


friends for the busi- 


RO IL 
e ep Habe gibe l 
wa hutie eben’ hE fey beKay Sy, 


pear and tue extend to 


them our Christmas 220 FIFTH AVENUE 
greetings and best 

wishes for a prosper- NewYork 

ous 1924. 


P< 


is LES SON os 
eA (ontact Pont Of Profits 


As the crystal detector of a radio instrument is the vital contact point between 
the great world of sound waves and your ear—so has “Hosiery” become the 


valuable contact po’ t between your cash drawer and all that the leading hosiery 
manufacturers can do to fill it. 


“Hosiery” is a distinct department of the Boot and Shoe Recorder and is the only 


medium which concentrates on making itself useful to shoe merchants who are 
selling, or plan to sell, hosiery. 


Each month, its standing becomes higher and more authoritative. Each month, Q 

for this reason it is more worthy of your careful reading and thought. = 

oO 

BOOT od SHOE z 

RECORDER 5 

= hn” GREAT NATIONAL “SHOE “WEBKDY = 
Q = 
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The Finished Masterpiece 


Reproduction of our new 
box, color scheme being 
purple and gold. 


Style 300 
All Silk Chiffon 


Style 350 
Lisle Top Chiffon 


We are now booking orders 
for delivery in 1924 
thru July 


Samples and quotations 
upon request 


NEW YORK OFFICE 
358 FIFTH AVENUE 
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Every Good Buyer 


Should Compare 


rtcrat 


Full Fashioned 


Chiffons 


Before Placing Future Orders Because: 


Longer in length—Fine gauge—Beautiful glossy finish _ 
Free from flaws and streaky lines—Built for wear and service 


“They are Superior” 


Large selection of the latest French colors always on hand 


Artcraft 
SILK HOSIERY MILE 


MANUFACTURERS OF 


((LapiesS FULL FASHIONED HOSIERY 


Erie Avenue & AmMBer STREET 


PHILADELPHIA 
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Try T hts Over On Your Fire Place! 


Now comes the season of the 
year when hosiery’s stuffed‘with 
Yule tide cheer. When pockets 
yawn, when check-books crack 
and folks are careless with their 
jack. So HOSIERY to all its 
friends a hearty Christmas 
greeting sends. Let merchants 
now their business ply. Let 
profits mount up to the sky. 
Let manufacturers, making 
hose, find business sweet 
as Sharon’s rose. The 
shoe store surely is the 
place to sell °em hose 
of silk or lace or silk- 
and-wool, or cotton 
styles---the place to 
clothe the feet with 
smiles. Let maker, 
merchant and this Book 
a merchandising pie now 
cook, which all through Nine- 
teen Twenty-four will keep the 
lean wolves from the door. And 
pile up noble dividends for every 
one of HOSIERY friends! So 
as the year rolls on apace let 
each in HOSIERY find his 
place---Let advertising blaze the 
HOSIBRY SECTION way for hosiery salesmen in the 
af the fray. While merchants glean 
BOOT a SHOE in ads and news, the 


RECORDER helpful dopeto chase 


GREAT HANTONAL SSHOR “We =e Ma 
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The Woman Who 
Knows Hose 


T IS to the exacting, critical woman that you 
may take the most pride in showing Rosaine. 
You may be sure that it will pass all her “tests” 
with flying colors. 
What is more, when she puts it to the real test of 
wearing, you will have a permanent customer. 
Rosaine Hosiery, in either heavy silk or sheer chif- 
fon, wears and wears and wears. It retains its 
beauty, its shape, and its sheen to the very last. 


It is the kind of hosiery that brings you a profit 
every month in the year. 


The Rosaine Line Consists of Full Fashioned Numbers Only 


1209—The first popular _1212—Full fashioned  5017—Pure dipped dyed 


fon made in Chiffon, 8 in, lisle top, silk hose, with 8 in. lisle 
Breed ce yor $41.00 silk foot, Per doz-$16.50 top. Per’ doz,....$16.50 
{210A heavy pure dip-  1213—Full fashioned, all 550—New Paris. clox, 
ped dyed, all silk hose. silk Chiffon, sheer, clear, dipped silk, full fashioned, 
Per doz.......++ $24.00 durable, Per doz. .$21.00 Per dot..s.icsass $22.50 


5017—Out size, African, Black, White, Per doz,....$18.00 


ROSENHAIN CO., Inc., 220 Fifth Ave., New York 


HOSIERY SECTION 


A NEW ROSAIN 
E 
STOCKING TO RETAIL 
ATA LOWER PRICE 


weight, 42 
latest Siow oo sla 
African Brown, Beige 


It is the che 
Pure silk, full 


rder 
December 
Price $13 


immediately for 
delivery, 


-50 per dozen. 
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‘Onyx’ Hlosiery Inc 


roadway at 24th, St-New York. 


This book will help you to maintain 
an efficient sales force. 


Do your salespeople know hosiery? Do they know how best to handle 
Can they explain to prospective and show stockings? Do they 
purchasers just why one stocking make your merchandise appear in 
is a better buy than another? its most attractive light? Are they 
Are they competent advisors to familiar with the finer points of 
your clientele? retail hosiery salesmanship ? 


Our booklet “Selling Hosiery,” just published, is intended as a 
manual for the salesperson. Buyers will find it invaluable for training 
new salespeople and for refreshing the minds of old. A limited edi- 
tion, just off the press, is free to “Onyx” dealers. Send for as many 
copies as you need at once. 


“Onyx’’ Hosiery Inc. 


Manufacturers 
Broadway at 24th Street - New York 


“Onyx” Hosiery 


Chicago + Philadelphia - Boston ~- Buffalo - San Francisco * Los Angeles 


